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Companies operating with the selling concept believe unless there is large-scale
effort promoting a product, customers will not buy a sufficient volume to
achieve a desired level of profitability. D Most firms resort to the selling
concept when they have a surplus in their inventory and they need to dump
their product on the market. @ An unfortunate consequence of this approach is
that it assumed that all that is required to make a sale is to execute a marketing
campaign; the customer doesn’t have to like the product. @ Research has shown
that companies with short-term orientations are not as profitable as those that
seek to build long-term relationships by continually satisfying with a mindset to
satisfy customer needs. @ Howeer, Short-term marketing strategy can appeal to
customers when it is implemented in the long-term marketing strategy. & Worse
still, while the average satisfied customer tells three others about good
experiences, the average dissatisfied customer tells ten others about a negative
experience. Market forces eventually eliminate the ‘sell now before they figure it

out’ companies.
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